Volume XVI, Year in Review 


| Winter 1997, Volume XVII, Number 1 | 


From the Editor 
Managerial Summaries 


Selecting Appropriate Sales Quota Plan Structures and Quota Setting Procedures 
René Y. Darmon 


Role Stress, Work-Family Conflict and Emotional Exhaustion: Inter-Relationships and Effects on Some Work-Related 
Consequences 


James S. Boles, Mark W. Johnston and Joseph F. Hair, Jr. 


The Use of Instrumental and Expressive Personality Traits as Indicators of a Salesperson’s Behavior 
Marvin A. Jolson and Lucette B. Comer 


From the Practitioner's Desk: A Comment on “Personal Selling and Sales Management in the New Millennium” 
Allan J. Magrath 


Methods in Sales Research: Considering Sources and Types of Social Support: A Psychometric Evaluation of the 
House and Wells (1978) Instrument 

Dawn R. Deeter-Schmeiz and Rosemary P. Ramsey 

Book Reviews 


Personal Selling and Sales Management Abstracts 


| Spring 1997, Volume XVII, Number 2 | 


From the Editor 
Managerial Summaries 


Change Management Initiatives: Moving Sales Organizations from Obsolescence to High Performance 
Jerome A. Colletti and Lawrence B. Chonko 


Examining the Formation of Selling Centers: A Conceptual Framework 
Mark A. Moon and Susan Forquer Gupta 


Models of Leadership for Sales Management 
Francis J. Yammarino 


From the Practitioner's Desk: A Comment on “What is Direct Selling?—Definition, Perspectives, and Research Agenda” 
Denis Sanan 


Selling and Sales Management in Action: Customer Satisfaction-Based Incentive Systems: Some Managerial and 
Salesperson Considerations 

Arun Sharma 

Book Reviews 


Special Abstract Section: National Conference in Sales Management 


iv 
| 
63 
| 
71 


Volume XVI, Year in Review 


| Summer 1997, Volume XVII, Number 3 | 


From the Editor 
Managerial Summaries 


Salesperson Performance Attribution Processes and the Formation of Expectancy Estimates 
Thomas E. DeCarlo, R. Kenneth Teas and James C. McElroy 


Personal Selling and Transactional/Transformational Leadership 
Bernard M. Bass 


information Asymmetry Between Salesperson and Supervisor: Postulates from Agency and Social 
Exchange Theories 


Sridhar N. Ramaswami, Srini S. Srinivasan and Stephen A. Gorton 


From the Practitioner’s Desk: A Comment on “Role Stress, Work-Family Conflict, and Emotional 
Exhaustion: Inter-Relationships and Effects on Some Work-Related Consequences” 
Wayne J. Wilson 


Sales Training and Education: An Empirical Investigation of Sales Management Training Programs 
for Sales Managers 


Rolph Anderson, Rajiv Mehta, and James Strong 


Book Reviews 


Personal Selling and Sales Management Abstracts 


Fall 1997, Volume XVII, Number 4 


Special issue on National Account Management 
From the Guest Editors 


Managerial Summaries 


Customer-Supplier Partnering: A Strategy Whose Time Has Come 
Lisa Napolitano 


Switching Costs in Key Account Relationships 
Sanjit Sengupta, Robert E. Krapfel, and Michael A. Pusateri 


Key Account Management in the Business to Business Field: The Key Account’s Point of View 
Catherine Pardo 


Who Prefers Key Account Management Programs? An Investigation of Business Buying Behavior 
and Buying Firm Characteristics 
Arun Sharma 


Managing Compensation Caps in Key Accounts 
Thomas E. Tice 


The Evolution of National Account Management: A Literature Perspective 
Dan C. Weilbaker and William A. Weeks 


National Account Management: Large Account Selling or Buyer-Supplier Alliance? 
C. Jay Lambe and Robert E. Spekman 


Broadening the Scope of Relationship Selling 
Marvin A. Jolson 


Volume XVII, Year in Review 


iv 
; 
| 
67 : 
69 
iv 
v 
| 
| 
89 


